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lives. Whether they wish to ease out of their company over a period ofyears or move on quickly,
they want to maintain their financial comfort and may also want to ensure that the vision they

based primarily on telephone interviews with and materials provided by Richard Thompson,

CPA. The article presents Mr. Thompson’s thoughts on the advantages that S corporation compa
nies have over C corporations in ensuring that owners benefit from the sale, and on some factors

owners should consider when contemplating a sale.
lecting S corporation status is some
thing all owners of C corporations
should consider, particularly if they’d
like to transfer ownership of their busi
ness in the future, says Richard Thompson,
of Sikich LLP (www.sikich.com). He explains, “If
you sell your business, chances are you want to
have the most amount of money possible in your
pocket after the sale is completed, which makes
the S corporation model most appropriate for
small business owners.”
The general and business media remind us
continually how demographics predict many
businesses will be sold as owners retire.
However, even those for whom a sale of their
business seems to be a long-term prospect need
to be looking ahead and planning for their time
to sell. Thompson says it is important to under
stand the impact that organizational form has
on any potential exit strategy, including the sale
of a business.
Thompson believes that the time is favorable
for selling a company because prospective buyers,

E

having in recent years held tightly to corporate
purse strings, are now untying them. Consider
too that 90% of successful companies are
acquired before becoming public companies. His
CPA,
opinion is supported by a recent study of cash
management conducted by Hackett-REL,
Atlanta, a consulting company, and reported by
CFO.com (“Cash Scorecard: Unleash the
Hoards?” by David Katz, October 17, 2006).
Further support comes from Federal Reserve
Board Governor Kevin Warsh, who in a speech
before the American Enterprise Institute in July
cited the following trends in the past few quarters
of falling cash-to-assets and cash-to-investment
ratios, along with an increasing debt-to-asset
ratio in the first quarter of 2006. Warsh attrib
utes the changes to growth in shareholder buy
backs, dividend offerings, business spending, and
corporate acquisitiveness. Warsh said further that
“it appears that firms are likely to continue to
draw down their cash balances from the elevated
levels witnessed during the past few years.”
Regardless of the market, the S corporation
continued on next page

election can provide owners with advantages.
Depending on many facts, owners of S corporations
can retain more after-tax cash from a sale than own
ers whose companies are organized as C corpora
tions. The differences between S corporations and C
corporations are more pronounced when a business
is sold, as was demonstrated in a study cited by
Thompson. In a paper describing the study, “The
Effect of Organizational Form on Acquisition
Price,” Merle Erickson, an associate professor at the
University of Chicago Graduate School of Business,
and Shiing-wu Wang of the University of Southern
California’s Leventhal School of Accounting,
demonstrated that S corporations sell for a higher
purchase price than C corporations. They reached
this conclusion by comparing 77 matched pairs of
taxable stock acquisitions of S corporations and C
corporations from 1994 to 2000. The sample com
panies were privately held. The authors estimate
that the tax benefits in S corporation acquisitions
can total approximately 12% to 17% of the deal’s
value, a benefit that shareholders can capture in the
form of a higher purchase price.

Sale timing
S corporation status has been the choice of many
companies, especially closely held companies, as
demonstrated by their growth in number over the
years. (See the sidebar on p. 3.) The tax advantages
had been a great selling point for this status. At the
point of sale, tax advantages continue. In the event
of a company’s sale of assets and liquidation, the S
corporation status results in substantial savings. A
corporation that has always had an S election in
place can avoid any federal tax on the sale of its
assets. A corporation that converts from C to S cor
poration status can be subject to a tax on the sale of
its assets to the extent of the appreciation of its
assets as of the date of the S election (the “Built-in
Gains Tax”) if the sale takes place within ten years
of making the S election. If the asset sale occurs
more than ten years after S election, the corporation
avoids double tax on all appreciation of assets.
It is important to note, however, that if the sale
occurs within ten years of S corporation election, the

seller still avoids double tax on the appreciation of
assets since the date of the S election.
In addition, Section 338(h)(10) election allows for
a sale of stock to be treated as a sale of assets. This fac
tor can substantially increase the value of an S corpo
ration and increase the likelihood of closing a sale.
This election allows a buyer to step up the basis of the
assets, thereby benefiting from additional depreciation
and amortization and improving the after-tax return
on the acquisition. The selling shareholders usually
pay only a single level of tax, typically capital gains at
the shareholder level.
The built-in gains tax applies to any sale of assets
held on the date of the S corporation election if the
sale occurs within ten years of the S corporation elec
tion. Built-in gain is equal to the excess of the fair
market value of an S corporation’s assets on the date of
the S election over its tax basis in those assets. In gen
eral, built-in gains can be minimized by having the
business valued as of the date of the S election.
For an S corporation, built-in gains would proba
bly include the value of
• Goodwill, going concern value
• Technological know-how, patents
• Customer lists
• Cash basis items of income
Tax savings can result from the sale of stock in a S
corporation because the shareholder basis in the stock
_
is increased by undistributed taxable income. This
increase in basis reduces taxable gain upon sale.

Planning considerations
Whether planning to elect S corporation status or to
sell an S corporation, owners need to consider several
factors. S corporation shareholders who are consider
ing a company sale as their exit strategy need to con
sider the many other issues associated with such a sale
in addition to the benefits and caveats discussed
above. Thompson says that one of the first things to
do is have the business valued. In setting the price,
the seller needs to consider the arrangement for transi
tion. Any portion of exit transaction consideration
that results in immediate deductions for the buyer
generally results in current ordinary income for the
seller. For example, the buyer’s deduction for compen
continued on next page
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tion or consulting payments to the seller becomes
sa
or
dinary income for the seller and is subject to appli
cable payroll taxes. However, allocation of the exit
transaction consideration to assets that create
deferred tax deductions for the buyer can result in
capital gains or ordinary income for the seller. For
example, a seller will benefit from capital gain to the
extent the purchase price is allocated to goodwill
while the buyer will benefit from the ordinary
deductions for amortization of that goodwill. Sellers
need to be cautious, however, because the allocation
of the purchase price that creates ordinary deductions
for the buyer can result in ordinary income for the
seller. For example, an allocation of price that creates
depreciation recapture on the sale of fixed assets or
the payment of non-compete payments will generate
ordinary deductions for the buyer but will result in
ordinary income tax for the seller.
Thompson advises the seller to prepare for the sale
by enhancing the value of the company. Securing the
value of the company should be ongoing, of course.
Sometimes, however, owners are unaware of acts or
events that can diminish the company’s value. He
cited, for example, a restaurant’s being unaware that
a competitor was copying its menu and recipes,
thereby possibly eroding the restaurant’s market
share and its value.
When putting the company on the market, own
ers need to “clean up” in general, not only by ensur
ing that facilities are in tip-top shape, but also by
ensuring, for example, that accounting systems and
procedures are up to date and effective; intellectual
property is properly protected; employment contracts
are appropriate; and a management succession plan is
in place.
For the company that would benefit from S corpo
ration election, Thompson advises that, to minimize
built-in-gains tax, a valuation needs to be done as of
the end of the year before making an S election.
Thompson also suggests trying to make the election
during “low tide,” a time when profits are lower to
help ensure the lowest possible built-in gain.

S Corporation Basics
According to the Internal Revenue Service, S corporation return

filings have increased by 36.3% since 1997. Four legislative acts
encouraged the growth of S corporations: the Tax Reform Act of

1986, the Revenue Reconciliation Act of 1990, the Revenue
Reconciliation Act of 1993, and the Small Business Job Protection

Act of 1996. Since enactment of the Tax Reform Act of 1986, IRS
returns filed by S corporations have increased at an average

annual rate of 8.8 %. Taxable corporations, that is, corporations

other than S corporations have decreased annually by 1.4% on
average.

By electing S corporation status, an organization and its

shareholders can avoid double taxation of the corporation's net

income or capital gains. In an S corporation, income and expens
es pass through the corporate structure to the shareholders, who

are responsible for any resulting tax liability. A taxable corpora

tion, however, incurs a tax liability first at the corporate level on
its net income and capital gains and again when profits in the

form of dividends are distributed to shareholders.

An S corporation can realize tax savings by eliminating double
taxation. In addition, net losses flow through to the individual

shareholders actively participating in the business. These losses
can often be used to offset net income from other sources.

A traditional corporation, known as a C corporation, is taxed
as a separate entity, leading to double taxation of corporate

income and dividends to shareholders. An S corporation, on the
other hand, is a corporation that elects to be treated as a pass-

through entity (such as a sole proprietorship or partnership) for
tax purposes. Since all corporate income is 'passed through'
directly to the shareholders who include the income on their indi
vidual tax returns, S corporations are not subject to double taxa

tion. Moreover, the accounting for an S corporation is generally
easier than for a C corporation. There are, however, certain

restrictions placed on S corporations:
• The S corporation must not have more than 100 stockholders,

and each of them must consent (A married couple is treated
as one stockholder).
• Each stockholder must be an individual who is a citizen or resi

dent of the United States, or an estate or qualifying trust of

S does not stand for "simple"
The preceding provides a very broad overview of the
issues associated with S corporation elections. It is
intended primarily to alert readers to the advantages
that S corporations can have in certain situations.
Sellers and buyers, of course, need to investigate the
many facts and issues associated with allocations,
installment sales, state and local tax considerations,
and many other issues that impact a sale transaction.
Clearly, S corporation election can have not only tax
advantages for shareholders as they operate the com
pany, but also, if timed properly, substantial tax
advantages upon sale.

such person.
•

The corporation must have only one class of stock. (However,
voting differences within a class of stock are permissible).
Preferred stock is not allowed.

•

The corporation must use the calendar year as its fiscal year

unless it can demonstrate to the IRS that another fiscal year

satisfies a business purpose.

Corporations wishing to become an S corporation must file Form
2553 with the IRS within the first 2½ months of the beginning of its

year, and each stockholder of the corporation must sign the form.
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New Study Finds
25-34 Year-Olds
Ignore Retirement
Planning at Their
Own Peril

“These are extremely troubling findings,” said
Jimmy Williamson, chair of the AICPA Board of
Directors. “Americans in this age group don’t seem to
understand that their current financial habits pro
foundly influence their long-term financial security.”
The findings also are disturbing to CPAs on the
front lines, working to help their clients, their clients’
families, and others plan for their financial future.
“These results really provide an impetus to talk to our
clients about their children,” says Michael Eisenberg,
a principal of Eisenberg Financial Advisors, a Los
Angeles-based firm that specializes in tax compliance,
study commissioned by the AICPA has financial planning, and financial advisory services. He
found that Americans 25-34 years old, also is a member of the National CPA Financial
also known as “career builders,” have Literacy Commission.
Eisenberg, who has been in private practice for
extremely poor financial habits. As a
more
than thirty years, says that, “because we know
result, they face an uncertain financial future.
The
many of our clients and their fam
study’s findings have serious implications
By Adam Snyder
ilies so well, we get involved with
not only for this demographic, but also for
the next generation. We can initi
financial planners trying to help them and
their parents plan for their coming monetary needs. ate the dialog about the need for their children to
This research is part of Feed the Pig, a national multi start planning early for their financial future.”
media public service campaign sponsored by the
AICPA and the Ad Council. The campaign’s televi A unique generation
sion ads feature Benjamin Bankes, a smartly dressed, As a CPA/PFS, Eisenberg says the survey results give
humanlike pig who evokes memories of a piggy bank. him much to discuss with his clients. He is particu
Together with the campaign’s public service larly impressed by the fact that the findings apply to
announcements, the ads deliver a strong message all income levels and geographic regions and by
about the importance and benefits of saving. A dedi Thornberg’s comments on the uniqueness of the
cated Web site, www.FeedthePig.org, provides free career-builder generation.
“They exist in a world like no other,” Dr.
financial information and tools to help young career
builders take control of their finances and build long Thornberg explained upon releasing the report on
October 10. “They’ll live longer and will have a
term financial security.
higher standard of living and better access to educa
Declining net worth
tion, technology, and communication. It’s quite spec
According to the study, conducted by the Los Angeles tacular when you think about it. You’d think the sky
research firm, Beacon Economics, Americans 25-34 is the limit for them, but they’re also facing fiscal
years old are not saving enough. “Despite higher uncertainties and stress that no other generation has
incomes,” explains Dr. Christopher Thornberg, one of encountered.”
the two economists who performed the study, “their
median net worth is significantly lower than it was Eroding support
To illustrate the challenges facing young adults,
twenty years ago.”
Eisenberg compares their situation to that of their
Related findings were equally worrisome:
• The number of people in this demographic who parents. “Working people used to have three tiers to
maintain an interest-bearing savings account their retirement planning — their own savings, their
pension, and their social security benefits. But nowa
declined from 61% in 1985 to 47% in 2004.
• Their ownership of other savings instruments, days, pension plans are almost nonexistent. And by
such as stocks and bonds, IRAs, and 401(k) the time this generation retires, social security proba
accounts, fell from 65% in 1985 to 55% in bly will have changed dramatically. And now this
study demonstrates that young people aren’t saving.
2004.
• Their median net worth plummeted from So two of the three pillars have eroded, and the third
is being ignored. That adds up to a bad situation.”
$6,788 to $4,746.
Eisenberg also refers to career builders as the
• Their unsecured debt increased from $3,118 to
continued on next page
$4,733.
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sandwich generation,” because they’re caught
between the high costs of bringing up and educat
ing their children and the considerable responsibil
ity of caring for their aging parents. “We talk about
wealth transfer,” he says, “but people are living
longer. These days, Mom and Dad often have to
spend their savings before they can qualify for
Medicaid. So I tell my younger clients that they
shouldn’t count on an inheritance until it’s in their
hands.”
The report also indicates that young people have
not reaped the benefits of the rise in equity markets or
the increase in home prices. “When it comes to real
estate investments,” says Eisenberg, “they may not be
aware that what goes up must come down. We try to
show them the benefits of patient, long-term plan
ning. That’s how you win.”
Eisenberg thinks it’s important for financial plan
ners to understand how “wired” this generation is.
“We need to be able to get a message to them
through that medium. But a lot of young people suf
fer from information overload and lose sight of how
quickly retirement will come, and how important it is
to begin planning now.”

Financial literacy resources
Like many CPAs across the country, Eisenberg also has
been involved in various state society-sponsored pro
grams that use the resources of the AICPA’s 360
Degrees of Financial Literacy program to promote
financial literacy in his local community. “CPAs are
really suited to bring this message to Americans,” he
says. “Many people don’t have any financial programs
in place and don’t even have the opportunity to con
sult a CPA.”
Eisenberg is working with the California Society of
CPAs and the state’s Financial Smarts program to
speak about financial literacy with high school and
college students. “Teachers really appreciate your
help,” he says. “They’re particularly glad we’re not
trying to sell them anything. As CPAs, we know the
benefits and techniques of saving. So we share that
information with people eager to better themselves.
They have questions, and we provide the answers.”
A current member of the AICPA’s Financial
Literacy Commission and the past chair of the
California Society’s Financial Literacy Commission,
Eisenberg notes that “the beauty is that 24—35 year
olds have a long investment horizon. When they
understand the consequences of either starting to plan
now or doing nothing, they jump on the bandwagon.
they have to save for themselves. No one’s going to
do it for them.”
More information about the survey results

is available at www.aicpa.org/mediacenter,
about the AICPA’s 360 Degrees of Financial
Literacy program at www360financialliteracy.org
and about the Feed the Pig public service
campaign at www.FeedthePig.org.
FYI
The Private Companies Practice Section,
an alliance of the AICPA, represents more
than 6,000 local and regional CPA firms.
The goal of PCPS is to provide member
firms with up-to-date information, advo
cacy, and solutions to challenges facing
their firms and the profession. Please call
1-800-CPA-FIRM formore information.

Is Management Ready for
Self-Management?
On its face, self-management looks like a "win-win"
answer to the scarcity of good managers and the
predominance of low-involvement entry-level jobs.
But are sufficient numbers of entry-level employees
ready for self-management? And is management
ready?

—From the "Executive Summary" of "Are We
Ready for Self-Management?" by James Heskett,
Baker Foundation Professor at Harvard Business
School, published in HBS Working Knowledge
(September 1,2006) available at
http://hbswk.hbs.edu/item/5507.html.
Professor Baker's abovementioned article cites the
success of Taco Bell in meeting its managerial
needs by creating "fewer, higher-paying manage
ment positions" and training "thousands of entry
level workers... to manage themselves." Both
types of employees received above-market pay. The
expectation is that such arrangements will support
employee retention as well as profitability. Professor
Baker asks, however, not only if management is
ready for this work arrangement, but also are entry
level employees ready for self-management.
Most of the 94 readers who responded to the arti
cle, as you would probably expect, were either
enthusiastic or skeptical. A summary of the 94
responses is provided after the responses. Many
respondents felt that the concepts should be imple
mented by a broader range of organizations. Just as
many, however, cited obstacles to implementation.
The chief impediment management itself.
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Expanding
the Small Firm's
Scope

benefit valued by Jim Marty, a partner with Marty
Lyle, Doty & Jones, LLC, who first attended
group meeting in September 2003 at AICPA head
quarters in New York City. “These best practices
discussions have made attending the meetings pay
for themselves many times over,” Marty said. He
cited specifically the benefit his firm gained from a
CPAs comment on the value they and their firms discussion of enhanced billing practices, which
helped the profitability of his firm. Marty and his
have derived from membership in the PCPS
partners have attended meetings at the same time,
Small Firm Network Group.
and sometimes, when all partners have attended,
they’ve taken advantage of this opportunity to have
pportunities abound for CPAs to meet a partner retreat. Marty tries to attend every meet
other CPAs and professional services ing with at least one other partner.
providers, as well as business and com
Harold P. Rothman, whose firm, Damie,
munity leaders. These networking Rothman, Meier & Kronglas, PA, has also been
opportunities allow CPAs to establish relationships
involved with the Small Firm Network Group since
with referral sources and with other CPAs from 2003, cites several ways in which his firm has bene
whom they can draw expertise and experience. fited from discussions with the group, including
These relationships tend to be most fruitful when changes in the partners’ hourly billing. Rothman
the parties involved are truly peers—CPAs with said, “The exchange of ideas with our peers has
common goals, concerns, and objectives.
helped us make significant changes in the handling
To foster such fruitful relationships for members, of personnel in our office. We have learned that
PCPS has organized Firm Network Groups by firm today’s CPA is not the same as when we entered the
size:
profession 40 years ago. Consequently, we allow
• Small: Sole practitioner to 9 CPAs
associates to have flexible starting and ending
• Medium: 10 to 24 CPAs
times. Also, the summer schedules can be four da
• Large: 25 to 49 CPAs
with extra hours on the other days.” Rothman also
Participants in each group can truly network said that participation in the network group helped
with their peers. At network group meetings, par the firm decide to split its staff into two accounting
ticipants also have opportunities for building skills teams.
and learning from others who have undertaken ini
Marty also cited the multipartner breakouts as
tiatives to build their firms and enhance client serv beneficial. In these breakouts, Marty said, “Younger
ices. The meetings are scheduled for two days, and partners and older partners may meet separately,
the agenda includes both formal and informal pre allowing for less inhibited discussion.”
sentations. For example, at the group meeting in
Washington, DC, May 5 and 6, 2005, Benson True networking
Goldstein, a technical manager in the AICPA Tax At this point, the Small Firm Network Group is
Division gave a “Tax Update—Compliance Issues unique in that it is in fact two groups. A second
CPAs Face When Representing Your Clients to the Small Firm Network Group has been launched. No
IRS.” Other presentations were made by group wonder, given the value members perceive of their
members. The presentations included three presen membership.
tations: “One Firm’s Approach to Staffing," another
The closeness of the group is noted by Rothman.
on firm planning, and the third on marketing. A “The group has become close over these three years
facilitated discussion followed each presentation.
as most firms have attended multiple times.
Between meetings, we have called other members
of the group or sent e-mails to get their opinions.”
Best practices discussions
Less formal, but nonetheless rewarding are the best Rothman’s observation was echoed by Kleckler,
practices discussions. Curt Kleckler, a partner with who said, “The friendships I have gained over the
MBK&K, LLC, said, “The small firm group meet past years through the semiannual meetings have
ings have proven to be an excellent forum to been extremely valuable both personally and profes
exchange best practices. We spend quite a bit of sionally. The small firm group members have
time exchanging ideas about what has and hasn’t become a great network of support for technic
worked over the years in areas such as marketing, issues and a sounding board to bounce off ideas.”
recruiting, continuing education, and administra Marty commented, “Real meetings that take place
tion.” Discussions of best practices is also a specific
continued on page 8
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Update
The MAP Survey:
The Practical Value
ow does your firm
stack up against
other firms? You can
find out by review
ing the results of
PCPS/TSCPA National Manage
ment of an Accounting Practice
Survey, which PCPS members
have received recently. This valu
able free member benefit offers
detailed information on impor
tant questions such as:
• What kind of growth are firms
experiencing
nationwide,
overall and within different
size segments?
• What’s the average billing rate
and compensation for various
firm levels in different kinds of
firms?
• How do other firms’ expenses
compare with your own?
• Amid the scramble to recruit
and retain talent, what bene
fits and perks do other prac
tices offer?
The survey provides an excel
lent chance for PCPS members
in local and regional firms to
benchmark their results against
those of other firms, and it offers
size-specific and practice-specif
ic information. There’s also data
specifically for sole practition
ers. Don’t miss out on this
chance to learn about the cur
rent state of firms like yours.

H

Removing Practice
Boundaries
ue to advancements
in technology and the
increasingly global
marketplace, CPAs
are performing more
clients outside their own states.
As a result, it has become vitally
important that practitioners have
the ability to practice across state
lines without unnecessary hin
drances. However, inconsistencies
in state laws are making it diffi
cult for CPAs to serve clients in
the
different
2006 locations.
To address the problem, the
AICPA has created a Special
Committee on Mobility to identi
fy unnecessary hurdles that make
it difficult for CPAs to practice
across state lines but do not help to
protect the public. It is chaired by
former AICPA Board Chair Scott
Voynich, and its members include
Richard Caturano, the immedi
ate-past chair of the PCPS
Executive Committee. The PCPS
Executive Committee has been
actively monitoring developments
in this area and will continue to do
so, providing input on small firm
issues to the Special Committee as
needed. More information can be
found at www.aicpa.org/download/

D

Forum of this year. This highly
popular series of interactive ses
sions on hot topics for small prac
titioners—a new benefit for PCPS
members—began last spring. It
has included presentations by
services
for experts including Joel
renowned
Sinkin, Jeff Pawlow, Gary Boomer,
Jennifer Lee Wilson, and Mark
Koziel. The Forums will go on
hiatus during busy season, but will
begin again next year. We’ll
update you in the spring about the
details of the next round of dynam
ic sessions.

Feed the Pig: Doing Good
and Highlighting the
Profession

o the people in your
community know a
bout the profession’s
many public service
efforts? To help make sure th
informed, PCPS members should be
aware of a new campaign associated
with the Institute’s highly successful
360 Degrees of Financial Literacy
initiative. Feed the Pig,™ a new
national public service announce
ment campaign, is a joint effort of
the AICPA, state CPA societies and
the Ad Council that includes radio,
print, television, and multimedia. It
transforms the symbol of savings—
news/2006/AICPA_
Forms_Special_Committee.pdf.
the piggy bank—into an attention
grabbing icon, Benjamin Bankes,
and is aimed at helping young work
PCPS Practice Management
Forums: See You in the Spring! ing Americans to get into the sav
ricing on Purpose— ings habit and make smarter finan
"P
Implementing cial decisions. A new Web site,
ww.FeedthePig.org, provides free
Value Pricing in
Your Firm.” pre financial information and tools. For
sented in November by best-sell free resources to help you spread the
ing author and consultant Ron word about Feed the Pig to co-work
Baker, was the last free PCPS ers, clients, family and friends, visit
online Practice Management

D

Membership in PCPS is more valuable than ever. Join now for $35 per CPA, up to a maximum of $700,
by visiting pcps.aicpa.org/Memberships/Join+PCPS.htm or by going to www.aicpa.org/pcps and clicking the
“Join PCPS” button on the home page. If you are already a member but haven’t activated your access to
the online Firm Practice Center or haven’t shared your unique activation link (sent to you this past
summer) with others in your firm, now is the time to do so. Contact the AICPA Service Center at
1-888-777-7077, Option 3, or at service@aicpa.org for assistance or for more information.
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continuedfrom page 6

informally, such as over dinner or drinks, are
equally or even more important.
Kleckler’s firm values this closeness too. He
said, “Our firm has grown to the point that we
are at the top of the small firm designation as far
as raw numbers are considered, but we have been
reluctant to ‘move up’ to the next group because
of the friendships we have developed.”

be a member of the Private Companies Practice
Section (PCPS).
Rothman advises, “We at Damie, Rothman,
Meier & Kronglas, P.A. would recommend all
firms join a networking group—there are no
negatives.”
For more information, access www.pcps.aicpa.org,
and click on “Firm Size Network Groups.”

"Self-governing" groups
Each Firm Network Group meets twice a year
and plans its own agenda for meetings and
selects the meeting location.
Rules concerning attendance requirements,
participation guidelines, and other operational
issues are established by each group. Attendees
pay a registration fee in addition to being respon
sible for their travel and lodging expenses. The
only requirement to join is that your firm must

Letters to the Editor
The Practicing CPA encourages readers
to write letters on practice management
and on published articles. Please remem
ber to include your name and telephone
and fax numbers. Send your letters by
e-mail to pcpa@aicpa.org.

“A mind once stretched by a new idea never regains its original dimension.”
—Oliver Wendell Holmes, Sr
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